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This work discusses the theory and strategies of finance. Financing 

strategies are essential factorsthat play significant roles during the 

lifetime of a client to assist clients inmeeting financial goals such as 

education planning, investment planning,retirement savings, and 

income planning.With an uncertain economy, afinancial planner is 

needed to help consumers prioritize their finances to achieve long‐term 

financial stability throughout these tough times. Thereare numerous 

options for financing financial goals. These various optionsoften make 

financial management much more difficult for a client. As part ofthe 

financial planning process, recognizing and evaluating financing 

strategiesis of the utmost importance in helping clients set and achieve 

short‐term andlong‐term goals. This recognition will also aid clients in 

their financial decision-making and provide a consistent track to meet 

these financial goals. Afinancial planner should stress the importance 

of financing strategies, includingcash flow management, debt 

management, borrowing, and financial goals. The author tries to 

explain the given topic wider by eliciting several examples and charts 

as well.  
Copy Right, IJAR, 2021,. All rights reserved. 

…………………………………………………………………………………………………….... 

Introduction:- 
A financial planner must be able to efficiently explain the complete spectrumof financial strategies by evaluating 

each stage(“AMERICAN FINANCE ASSOCIATION” 2021).  Financing strategies undergofive stages of a client’s 

life, and each milestone has a meaning related to theoverall financial assessment. The first stage is the “Starting‐Out 

Years,” rangingin age from 18 to 25. This stage is important as clients are beginningadulthood and trying to 

understand their financial capabilities. At this stage,the choices about education, employment, and debt management 

will likelyhave a major impact on a client’s financial status for many years and decadesin the future, including 

retirement (Karlibaeva 2014). A financial planner consulting with a clientwithin this stage must be able to help the 

client prioritize goals and ideasfor establishing his or her financial status. Also, the financial planner shouldmonitor 

how clients choose to spend their money and what types of financial decisions they make (Vishny and Zingales 

2017). If clients accumulate a high level of debt, it may reducetheir ability to obtain affordable credit, both in terms 

of new credit awardedand interest rates charged for transactions such as financing a car or house. The second stage 

is the “Nesting Years,” which range from age 25 to40.  
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This phase marks the beginning of making meaningful financial decisionssuch as starting a career, getting married, 

and buying a house. A financialplanner must be able to understand the importance of the financialimplications of 

these decisions, as this phase is critical to lifetime financialstability(La Porta et al. 1998). Financial planners should 

explain the value of saving and investingin retirement accounts such as a traditional individual retirement 

account(IRA), Roth IRA, and 401(k) that make contributions toward retirement income. This phase begins the 

client’s lifestyle where everything starts tosettle in. For example, the financial planner may need to educate 

clientsabout mortgages and car loans. The ability to successfully execute thesetypes of financial decisions will result 

in financial stability for not only theclient but the client’s family as well (Brassett 2018). The financial planner 

should inform theclient about setting financial goals for the future. This foundation gives boththe financial planner 

and the client a financial guideline by which to abide incase of emergencies occur. In this phase, it is also important 

for clients to havestrategies that can help them reach short‐term and long‐term financial goals.The third stage is the 

“Prime Time Years,” which range from age 40 to55. A financial planner must be mindful of a client’s discretionary 

income.Discretionary income is the amount of income left for spending, investing,or savings after taxes and 

personal necessities such as food, shelter, andclothing are paid for.  

 

Method and Materials:- 
A financial planner must realize that a client has morefinancial freedom due to this discretionary income, thus 

establishing howvaluable making rational financial decisions will be in both the short termand the long term. During 

this phase, a client likely has more discretionaryincome than in prior stages. This can be both good and bad for the 

client.The guidance of a financial planner is mandatory to assist in managing thisnewfound income. A client may 

feel that this discretionary income can beused to splurge on items or simply spend it all each pay period or 

annually.A financial planner should introduce ways a client can use this income tocontribute toward reaching his or 

her financial goals by following the financialstrategies(MacKinlay 1997). The fourth stage is the “Wealth 

Accumulation Years,” which range fromage 55 to 65. The decisions on investing, spending, and lifestyle come 

intoview(Stapleton, Brealey, and Myers 1981). A financial planner has to assess a client’s retirement financial 

goalsbecause this transition is quickly approaching. Financial planners shouldhelp guide clients on retirement and 

investment options that may enhancetheir future retirement funds. This phase closely examines the results of 

previousfinancial decisions on retirement income. If clients do not prepareappropriately, the growing rate of 
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inflation and possibly diminishing SocialSecurity benefits may leave them at a financial disadvantage. A 

financialplanner should be able to evaluate the plan created at the initial stage and see if a client financially 

maintained that course(Satchell 2003).The fifth and final stage is the “Reinvention Years,” which include ages65 

and older. The success of this phase is dependent on making good financialdecisions and using financial resources 

that match a client’s financialstatus. The investment costs of the program, which are estimated at$1.2 billion, will be 

financed by a combination of 75% budget financing, 20% foreigninvestment financing, and 5% local donor 

contributions (Shaturaev 2014). A financial planner is needed to help organize how a client maintainsretirement 

income and expenses in terms of participating in leisure activitiessuch as traveling and vacation trips with family, 

interest in part‐time workto steadily create more income without a full‐time working status, or the ability to assist 

with various projects in the community, including makingmonetary donations. 

 

Results and Discussion:- 
The availability of financial advice over the Internet at low cost may help toaddress some of the information-

asymmetry problems for households concerning commodity-like products for which the quality of performance 

promised is easilyverified. However, the Internet does not solve the “principal-agent” problem concerning more 

fundamental financial advice dispensed by an agent. That is why I believe thatthe future trend will shift toward more 

integrated financial products and services, whichare easier to understand, more tailored toward individual profiles, 

and permit much moreeffective risk selection and control (Karlibaeva 2014). 

 

An entry‐level personal financial planner can help the clientorganize his or her financial goals. An entry‐level 

planner can gather informationfrom the client and understand what financial goals are feasible(Рыманов and 

Rymanov 2018).There are instances where the client’s financial goals may not be realistic. Atthis point, a financial 

planner has to communicate efficiently to the clientabout short‐ and long‐term financial goals. An entry‐level 

financial plannercan inform clients of the importance of maintaining a high level of financialmanagement.In terms 

of financing strategies, a financial planner shouldstress the importance of debt management (Shaturaev Jakhongir 

2019). 

 

 A competent personal financialplanner can create a debt management plan that allows a client to managehis or her 

finances without accumulating detrimental debt in both the shortterm and the long term. A competent planner should 

inform clients regardingthe risks behind certain financial decisions that may affect their creditand ability to reach 

financial goals(Finance 2018). A competent personal financial plannercan address the pros and cons of making 

financial decisions such as payingfor a home, a car, and vacations ( et al. 2020).  Competent financial planners can 

createan overall debt management plan that minimizes the costs and enhances thebenefits for a client for the long 

term.An expert personal financial planner can explain to clientstheir borrowing options based on their current 

financial status. An expertfinancial planner will have a combination of exceptional knowledge andexperience to 

combine all aspects of financing strategies, which include debtmanagement, borrowing, and financial goals, to 

create a complex financialplan for a client. This plan will serve as a financial guideline for a client withwhich an 

expert financial planner explores a client’s strengths and weaknessesbased on the client’s finances and accumulated 

debt. This will give theclient greater flexibility when contemplating financial decisions by consideringhis or her risk 

tolerance. Clarence (age 48) and Robin (age 40) have been married for 15 years. Theyhave three children: Marcus 

(age 14), Carrie (age 10), and Brittany (age6 months). Clarence recently received a promotion resulting in a 

substantialpay raise and now earns $135,000 annually, an increase of $45,000. Sincereceiving Clarence’s salary 

increase, the couple has decided that Robin willstay at home to care for their children and her aging parents, who 

reside next door ( et al. 2019). To date, the couple has been very frugal in their spending and debt 

accumulation.They are interested in buying a larger home but would likeyour recommendations as a financial 

planner. They currently have $186,000remaining on their current mortgage. They would like to sell their 

currenthome, but only after they have moved into their new home. They will haveto pay two mortgages for some 

time depending on how long it takesto sell their current home. They have found their dream home; the askingprice is 

$325,000. They have $60,000 in a savings account at their localbank. Robin also has $25,000 in a Roth IRA. They 

are thinking about usingall of their savings for the down payment on the new home, meeting the20 percent required 

needed to avoid private mortgage insurance (PMI). Theywould like you, the financial planner, to make 

recommendations regardingthe purchase of the new home related to financing strategies and debt management. 
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Conclusion:- 
As a financial planner, you know there is much more to this picturethat needs to be considered. For example, the 

planner must first determinetheir other expenses, including accumulated debt, and the couple’s financialgoals, 

including strategies for meeting their current goals such as educationplanning for their children. Stanley and Simone 

have come to you for recommendations. They are havingfinancial problems and are considering bankruptcy. They 

provide youwith the following information: They have three children, ages six monthsto 18 years. Their bills include 

a mortgage of $150,000 at 5 percent, the secondmortgage of $20,000 at 7.5 percent (because they had too much 

creditcard debt), additional debts to various credit cards totaling $10,000 with interestrates varying between 12 

percent and 28 percent, a lease on Stanley’snew truck of $28,000, a car loan on Simone’s car for $7,000, and 

past‐duemedical bills totaling $4,000 from the delivery of their last child. They have$5,000 in savings. As a 

financial planner, you know more information isneeded to examine the couple’s cash flow management and to be 

able to create a debt management plan. An examination of the couple’s cash flowmay free up funds that could be 

used to pay down debt. 
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